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FEED PROFIT MARGINS 


F. Kern, manager of the Sparta (Wis.) Produce Co., 
discusses the short profit menace in an interesting 
article on “Credit”. Turn to page eleven and read 
it now. 


VALUE OF ORGANIZATION 
Harry Plumb, secretary of the Milwaukee Chamber 
_ of Commerce, is the author of this timely article. 
His story begins on page seven. You'll appreciate 
its subtle humor and poignant truth. 
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& Service 


Quality 


FLOUR — Mixed Cars Our Specialty — FEED 
i x a? GEESE 4 


20% protein 


Dairymen who are using this feed 
recommend it highly, and we guar- 
antee it to increase the milk flow. 


(No Screenings or Oat Hulls used in its manufacture) 


WRITE FOR SAMPLES AND PRICE 


FLOUR — Mixed Cars Our Specialty — FEED 


AyyenO 


Grain Merchants and Elevator Operators 


Operating Elevators at Milwaukee, Winona, Minn., and Red Wing, Minn. 
Members of Leading Exchanges 


MILWAUKEE, WIS. PLANT 


WINONA, MINN. PLANT 
Elevator and Storage Capacity 2,500,000 Bushels 


LAS 


Due to the fact that our operating expense is divided between our grain 
and malting departments 
Don’t fail to get in touch with us when again in the market 
We specialize in corn, oats, barley, poultry wheat. 


Long Distance Phone Broadway 5600 -:- MILWAUKEE 
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Announcing the 


Badger Grains & Feed Co., Inc. 


Hugo Damm, President 
413-414 Chamber of Commerce 
MILWAUKEE, WIS. 


DRIED GRAINS - MILL FEED - SCREENINGS 


Hugo Damn, formerly with the Donahue-Stratton Co. 
for more than ten years specializing in dried grains, 
is now ready to serve his many friends and patrons 
under the above corporate name with a complete line 


of feeds of all kinds. 


Let’s Get Acquainted Write for Samples 


Maximum Quality —- Minimum Price 


We Buy Only Direct From the Grower and Can Give 
You the Lowest Possible Prices Consistent With Quality 
and Service. 


Write, Wire or Phone For Prices on 


Oats, Barley, Rye Wheat Flour Ground Barley or Oats 
Buckwheat, Wheat Rye Flour Poultry Feeds 
Hay, Straw, Potatoes Graham Flour All Ground Feeds 
Onions, Cabbage Buckwheat Cracked Corn 
Rutabagas Flour Oil Meal 


Straight or Mixed Cars 


BLOOMER MILL COMPANY 
BLOOMER, WISCONSIN 
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Hales 
Milling 
Co. 


Ist Ave. Viaduct 
and Lake St. 


MILWAUKEE 


Manufacturer 
of 

Egg Mash 
Chick Mash 
Growing Mash 
Baby Chick Feeds 
Scratch Feeds 
Pigeon Feeds 
20% Dairy Feeds 
16% Dairy Feeds 


Write 
for 


Samples 


Less than 
Carloads 
Our Specialty 


BUY THE BEST 


ARCADY DAIRY FEED 


16% Protein 


“The Old Reliable 16% Feed” 


AND 


Full Line Arcady Wonder Feeds 


ARCADY FARMS MILLING COMPANY 


SOLD BY ALL GOOD DEALERS 


THE FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, WISCONSIN 
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Don’t Forget To Take Inventory, 
Uncle Dudley Cautions 


Feed Dealers’ Friend Gives Timely Hints On How To Check 
Stock, Fixtures, Accounts Receivable and Payable, Etc. 


made mention of the value of 

an inventory. From the num- 
ber of inquiries which have come in 
and the added interest shown in the 
numerous talks which Editor Dave 
had with dealers on a recent trip up 
Twin Cities way, it is evident that a 
great many readers of The Feed Bag 
appreciate the value of the subject and 
are desirous of hearing a few pertinent 
facts as to the part which the inven- 
tory plays in their business. 

We had occasion to talk to a promi- 
nent Milwaukee credit man the other 
day. The subject of a merchant’s in- 
ventory came up. ‘The man who does 
business year after year without the 
taking of an accurate inventory is in 
much the same position as if he started 
on an ocean trip in a boat whose cap- 
tain sailed his ship without a compass 
and quadrant, even though he were 
an experienced seaman,” said the credit 
man. “Even the seaman’s qualifica- 
tions would not give you the confi- 
dence in his ability to reach his 
destination.” 

Careful Inventory Essential 

“The need of a compass and quad- 
rant on a ship is no greater than the 
need for a quadrant and compass in 
business, which means the taking of a 
careful inventory at regular intervals,” 
our credit man friend went on to say. 
“The inventory is the taking of an ob- 
servation in business because the in- 
formation which it gives enables the 
merchant to know where he stands and 
to steer his course towards success. 

“jt has been my good fortune, and, 
in a few instances, my misfortune, to 
interview many merchants on the sub- 
ject of inventory and have corres- 


L = month your Uncle Dudley 


By Uncle Dudley 


ponded with several hundred others 
and I find in an alarming number of 
cases that while most of them have 
taken an inventory of some sort, it was 
more or less a perfunctory affair. Too 
many of them simply check up the 
goods on their shelves at cost price, 
some of them at selling price, enter the 
figures in their ledger and let it go at 
that.” 
Replacement Cost Preferred 

From our talk with friend credit man 
it is evident that an inventory in any 
kind of business is a serious matter 
and should not be taken in a hap- 
hazard manner. We are willing to 
admit that the taking of an inventory 
is a lot of work and therefore a great 
many merchants neglect it. They 
make the excuse that they cannot spare 
the time or that they do not feel justi- 
fied in hiring the extra help some- 
times necessary for the taking of an 
inventory. They forget that whether 
their business is large or small, the 
taking of an inventory is necessary to 
tell whether or not the gross profits of 
the business are larger than the cost 
and operating expenses combined. 

The merchant’s stock is the first im- 
portant item, of course. Even experts 
disagree as to the correct basis for 
your cost figures, but you will find a 
majority of credit men with whom you 
do business prefer the present replace- 
ment cost figures rather than invoice 
cost plus freight. 

After you have this stock taken and 
totalled, sit down and analyze it. Here 
is a good wholesome lesson to serve 
as a guide for your future buying. 
You will undoubtedly find some of 
your favorite items taken to get long 
profits by quantity purchase have de- 
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veloped rheumatics. It’s easy to see 
then that you could have afforded to 
dispense with the “long profit” and 
had the use of your money elsewhere 
in your business. The inventory, too, 
may show you where you could have 
bought more of another item at a short 
profit and have made some money on 
a quick turnover. 

Fixtures are the bugaboo of any in- 
ventory. How much should you allow 
for wear and tear? Most experts tell 
you that a ten per cent discount each 
year with a readjustment in value 


_every five years is the right thing to 


do. There are merchants who are top 
heavy on the fixture item simply be- 
cause they could be bought on the 
monthly payment plan. This should 
not be interpreted to mean that a mer- 
chant should get along without the 
necessary fixtures to properly display 
and sell his merchandise. But fixtures 
are “frozen” assets. They are not con- 
sidered a quick asset except when sub- 
ject to a heavy discount which makes 
them practically valueless. 
Classify Accounts Receivable 

Your books are an important part 
of your inventory. That Bills Re- 
ceivable portion of the ledger is 
always interesting reading. It may 
reveal many cases of soft-heartedness 
for which the merchant feels like 
kicking himself. Some otherwise in- 
telligent merchants will keep hopeless 
dead accounts on their books think- 
ing that they thereby create a better 
statement. This is a short sighted 
policy for when the day of reckoning 
comes these same merchants will 
simply have a much larger entry in the 
Profit and Loss column. 

It is a good plan to classify Ac- 
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counts Receivable into Good Pay— 
Slow Pay—Poor Pay and No Pay. 
Those you are convinced will not pay 


“might just as well be charged off in 


January of 1926 as to wait for Janu- 
ary, 1927. Make immediate plans, 
however, to secure payment of the 
balance of your delinquent accounts. 
Some of these can be converted into 
notes with a little diplomacy. They 
will look a whole lot better in the 
Notes Receivable account than in the 
Open Accounts Receivable. 

When you inventory your Bills 
Payable, well that’s another matter, 
but nevertheless very important. You 
should determine to meet them as 
soon as possible. If money has been 
a little tight in your section and the 
customers’ alibis are sincere ones, 
your determination to get that money 
owing you into the till will enable 
you to pay your own bills. It is a 
good plan to make a schedule of your 
payable accounts and make it a prac- 
tice to reduce your outstanding bills 
a certain amount each week so that 
when the new season really opens up 
you will have a clean slate. 

Your Financial Statement 

Now that you have all the figures 
available better carry out that oft re- 
peated determination to make up a 
real financial statement of your busi- 
ness. You don’t realize the satisfac- 
tion that it will give you. If you 
have never made one, just step over 
to your banker and he will be glad to 
furnish you with a form for that pur- 
pose. If you have been in business 
any length of time no doubt you have 
been the recipient of one or more of 
these blanks from the firms with 
which you do business. Probably at 
the time they came in you were not in 
position to fill in the figures. Now 
you are. 

Don’t be secretive about your 
financial statement. The first man to 
whom you should give a copy is 
your banker. It will show him you 
are on the right track and that you 
are not one of the merchants who go 
along kidding themselves that as long 
as there is money in the checking ac- 
count all is well. 

One of the first places any firm 
with which you want to do business 
will go for information about you is 
to your bank. You will find a finan- 
cial statement many times will get 
you a longer line of credit than the 
mere reply from the banker that Mr. 
Blank carries a satisfactory checking 
account and has a good reputation in 
the community. These facts are all 
right but they don’t tell a wary credit 
man very much. He’s been stung on 
lots of reports just like that. 
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This Is The King’s Scrawl, 
But Who Is Hep 


HIS is not the shock record 

left by the earthquake which 

wrecked the city of Pompeii 
Neither is it any successor to the 
crossword puzzle. 


It is, in fact, nothing less than the 
royal scrawl of the exalted King of 
the Sauerkraut Kingdom. It was 
signed to a letter which H. R. H. ad- 
dressed to The Feed Bag. The letter 
was dictated at 9 a. m. and returned 
to the court for signing at 9:10 but 
the soup which was to have been 
served at the palace luncheon was 
cold long before the last of the circles 
with which the king completes his 
signature had been drawn. 

The court stenographer’ kindly 
typed the royal “John Hancock” be- 
low the official scrawl or perhaps we 
would not have known the origin of 
the letter. Do you recognize the 
signature? Can you guess who the 
signer may be? 


The King of the Sauerkraut King- 
dom is also a man of prominence 
among millers of the Northwest. In 
many sections he is even better and 
more favorably known than his White 
Swan flour—and that’s saying a lot. 
You have no doubt met his majesty 
if you have ever attended the Sauer- 
kraut Festival held annually at 
Springfield, Minn. 


Do you know who he is? If you 
do, write his name and your own on 
any handy piece of paper and mail 
the same to The Feed Bag, 86 Michi- 
gan street, Milwaukee. The first 
twenty-five readers to correctly name 
the King of the Sauerkraut Kingdom 
will be elected to the Ancient and 
Honorable Order of Sauerkraut 
Fressers and awarded, as a special 
prize, a can of the royal sauerkraut 


_ autographed by the king himself. 


Mail your guess to The Feed Bag 
office NOW. 


Too many merchants feel that 
when any firm asks for a financial 
statement it is seeking to pry into 
personal affairs. This attitude is all 
wrong. Nothing inspires greater con- 
fidence than a good financial state- 
ment. Salesmen cannot be expected 
to give the information to their 
houses that will insure the best credit 
rating for you because they have 
varied opinions and where one may 
rate you good for a long line of credit 
the other may say you are only fair. 
And when the credit men of the 
houses interchange information about 
you they will have found that some- 
thing is wrong. You know salesmen 
will sometimes excuse themselves for 
not getting an order from you on 
the ground that your credit is not 
good. This has happened and some 
of us have travelled and are onto 
most of the alibis. 


In conclusion, let us repeat what we 
said last month: the greatest single 
item in your list of assets, but one 
that does not show, is your own per- 
sonality. Here is where you should 
use some double barrelled analysis. 
You are the man behind the gun. 
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Have you a cheerful view toward life 
or do you carry a perpetual grouch? 
Are you afraid of your competitor or 
do you think your line is the best 
there is? 
New Year Resolutions 

Ordinarily, all these January 1st 
resolutions are the bunk or amount 
to nearly the same thing. But there 
is one resolution we can all afford to 
make and carry out. Let us profit by 
the mistakes of 1925. Let us make 
that first impression for the customer 
a pleasant one by putting a cheery 
aspect into our places of business. If 
you have things looking like a wel- 
come you don’t have to put it on the 
door mat. 


And that’s about all for this month. 
Draw a lesson from the various items 
on your inventory, place it in your 
file and in 1927 take another, and you 
will find that your statement. will 
show from 25 to 50 per cent increase 
in your assets. 


E. H. KRESKY, of the millfeed de- 
partment of B. C. Christopher & Co., 
Kansas City, Mo., visited the Minne- 
apolis market early in November. 
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Two Jackasses Point Out The Way; 
Cooperation Always Helps 


Importance of Pulling Together And Not Apart Illustrated 
When Organization Enables The Animals To Get Their Dinner 


By Harry Plumb 


Secretary, Milwaukee Chamber of Commerce 


E may often, and to very 
V \ good purpose, look to the 
so-called lower animals 
for examples of the virtues, particu- 
larly the virtues of the more solid 
kind, such as industry, patience, and 
so on. Somebody said, “Go to the 
ant, thou sluggard.” That was to 
guide the sluggard in the ways of 
patience and perseverance. And 
then somebody else said, “How 
doth the little busy bee improve 
each shining hour.” You wrote it 
in your copy books. That was to 
call attention to the bee as a busy 
individual, and means industry. 
And now we find that for a lesson 
in organization and its advantages 
we may look to that much despised 
animal, the jackass. At least that 
is the idea set forth in a cartoon I 
saw a few days ago in a bulletin of 
some commercial association or 
other. 


Consider Two Jackasses 
Now organization — the benefits 


Harry A. Plumb is one of the country’s 
to be derived from it and the im- foremost authorities on organization in the 


rope that binds them together. They 
then have the organization but not 
the team work, not the spirit of it, 
until they discover that only 
through the team work and pulling 
together can they gain their ends. 
They don’t put forth their efforts 
with common purpose in view. 
They pull against one another and 
thus defeat the aims of both—until 
it occurs to them to pool their 
efforts and enjoy the reward joint- 
ly. 

Now this is a very commonplace 
illustration, to be sure, but the 
truth it exemplifies is also common- 
place. We all know that it is true, 
and yet we occasionally see groups 
of men engaged in the same line of 
endeavor who apparently fail to 
realize that the same _ principle 
might be applied to their business 
with just as good results as at- 
tended the co-ordination of effort 
on the part of two jackasses. 


Cooperation Always Effective 
This all brings us to two lines of 


portance of pulling together and not grain trade. His article, published herewith, thought. One, the value of organi- 
apart—has been the subject of should be interesting to all feed dealers who zation and concentration of effort, 
many an essay and many a plat- are now sincerely looking forward to the and the other, having organization, 
form address on business efficiency, early formation of a Central Northwest Feed the necessity of cooperation among 
and it is not intended here to at- Dealers’ Association. 


tempt a learned discourse on the 
topic of organization, but merely to set 
down a few scattered thoughts in- 
spired by the cartoon of the two jack- 
asses. 

They were tied together with a good 
strong rope, so strong that they could 
not break it when they tried, with ap- 
parently equal strength, to reach two 
piles of hay that were some distance 
apart. They pulled and _ tugged 
against each other until a bright idea 
came to them. And it was a. bright 
idea. 


Organization Makes It Easy 

They put their heads together and 
organized, and the rest was easy. In 
the final picture the two animals are 
seen side by side demolishing one heap 
of the hay, having just caused the other 
one to disappear by the same team 
work. We.will assume that each one 
was able to get his half, but even if 
one could not eat as fast as the other 


he was better off as a result of the 
combination, nevertheless. 

And that is what this cartoon illus- 
trated—team work, organization. It is 
the means by which a number of in- 
dividuals obtain benefits that alone 
they would be deprived of, just as it 
was possible for the two homely beasts 
in the picture to reach both piles of 
hay, so that each might have his 
dinner, when they stopped fighting and 
decided to organize. Of course it is 
just possible, by the way, that the 
farmer didn’t want them to have 
either of the piles of hay. But that is 
another matter. They got them any- 
way. 

Team Work Necessary 

Then there is another meaning to be 
gotten out of the picture. We may 
assume that the two animals were al- 
ready organized, and take it that the 
evidence of their organization is the 
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the members within the organiza- 

tion to make it effective. We are 
all familiar with the fact that lack of 
cooperation strikes the death knell of 
any association that was ever formed. 

It seems to be a fact that the grain 
trade is the best organized class of in- 
dustry in this country, and that in the 
grain trade the exchanges have reached 
the highest point of development of 
any other of its branches. And from 
this line of reasoning we are forced to 
conclude that the grain exchange is 
the most perfect type of business 
organization we have today. This may 
seem like an extravagant statement to 
make, but a close study of its methods 
and practices will show what is meant. 

Grain Exchange Example 

Suppose we look a little further into 
this class of organization. In the first 
place, the American grain exchange as 
it stands today is the product of an 
evolutionary process that has been 
going on for seventy-five years. Its 
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existence arose primarily out of the 
necessity that somebody carry the sur- 
plus produced on the rapidly increas- 
ing acreage of our western farms. 
The farmer could not carry it. He 
must turn it into.cash at once, and let 
someone else assume the burden and 
risk of holding the excess grain pro- 
duced, and of merchandising and dis- 
tributing it, and that job fell to the 
owners of elevators in the large rail- 
centers. There the buyers 
gathered, and milts and malting plants 
were built, and the nucleus of the 
present grain marketing system was 
formed. 

After a time it was found that the 
business would be facilitated by the 
organization of all those men who 
were engaged in the buying and selling 
of the grain at those central points of 
accumulation into an association. It 
would be possible in that way to con- 
duct the trading in a uniform manner, 
and prevent or correct abuses, enforce 
fair dealing, and disseminate useful in- 
formation for the benefit of those in- 
terested in grain marketing. 

Justification In Service 

These principles are the foundation 
stones upon which every grain ex- 
change is built and stands today, and 
the exchanges as they are now serv- 
ing the people every business day the 
year round are the response to the 
necessity for some agency that will 
accept the responsibility of taking over 
the surplus grain crops and_ secure 
their proper and economical distribu- 
tion, perfected through many years of 
experience. 

In the very nature of things, of 
course, the same plan of organization 
as obtains in the grain exchanges can- 
not be successfully applied to most 
other commodities. The exchanges 
have their own peculiar functions to 
perform, and they do perform them 
with the most amazing efficiency and 
economy. The exchange principle is 
being extended gradually to the trade 
in other commodities than the products 
of agriculture, however, the advantages 
of a central trading body having be- 
come apparent through the practical 
results obtained by the grain and cot- 
ton exchanges. 


Reasons For Organization 

Much has been written and_ said 
about the good to come out of organi- 
zation and group action, and much has 
been accomplished in that direction. 
In some instances it has come about 
as a measure of protection, or a de- 
fense against real or fancied wrong. 
In other cases it has been used as an 
engine of force, a weapon of offense, 
with the express object of securing un- 
fair advantages, and for purposes of 


Page Eight 


a 


—The Go-Getter. 


extortion, and with many other illegal 
aims in view. 

But the type of organization we are 
discussing here is the constructive 
business association of men engaged 
in the same branch of trade—competi- 
tors, and yet having legitimate mutual 
interests and common aims. Much 
can be done by such an association to 
promote the individual material wel- 
fare of its members, and of the com- 
munity as well. In a great many 
instances, owing to the nature of the 
business, the conditions do not war- 
rant an organization of nation-wide 
scope, one section having problems to 
deal with that are entirely different 
from those prevailing in another sec- 
tion, and in that case a national asso- 
ciation would be simply out of the 
question. There is opportunity, how- 
ever, for the formation of local or 
state-wide associations to perform a 
valuable service to the trade it repre- 
sents. 


Proof Only In Trial 


It often happens that when the idea 
of organization is presented to some 
men they dismiss it with the off-hand 
opinion that they can see no possible 
benefit to be gained by it. Nine times 
out of ten this is a short sighted view 
to take of the matter. The advantages 
growing out of an association of men, 
all of whom are working to the same 
end and having similar problems to 
meet and solve, are perhaps not so 
easily seen until they are given a trial 
and demonstrated in a practical way 
and in actual operation. 


However that may be, it is well to 
remember that the two supposedly 
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foolish animals in the cartoon, which 
we refrain from naming in this con- 
nection, found out by experience that 
only through organization could they 
succeed in getting their dinner. 


LAWRENCE TIBBETTS has’ pur- 
chased the feed business which A. B. 
Wilhelm previously conducted at Park 
Rapids, Minn. 


ERNEST LEROY, JR., has pur- 
chased the Leroy feed mill and store 
at Hamilton, Ill., from his father. 


J. A. BIELCH, prominent feed 
dealer at Spooner, Wis., has moved his 
feed store to a new building located at 
Sixth street and River avenue. 


The General Supply Co., is planning 
to erect a new feed mill at Lamoni, Ia. 


Hart Bros. Elevator Co. of Saginaw, 
Mich., has purchased the flour mill, 
elevator and feed business of the 


Vassar (Mich.) Farmer’s Elevator Co. 


CHARLES W. DODGE & SON 
are installing a feed mill in connection 
with their store at Halcombe, Wis. 


WM. KNOPPING has sold the Peo- 
ple’s Four and Feed Store at Spring- 
field, Ill. 


MEL. WALKER, feed, grain and 
mercantile man at Plainfield, Wis., 
called on Milwaukee friends recently. 
Mr. Walker has just returned from 
Nebraska, Idaho and Montana where 
his firm bought a lot of potatoes and 
put them in storage until used for seed 
next year. He thinks potatoes will 
sell somewhat higher after the holi- 
days. 


HOMER FREELAND was elected 
president of the Bethany Farmers’ 
Grain Co. at the annual stock holders 
meeting held on Saturday, November 
21. S. S. Tanner of Minier and Law- 
rence Farlow, secretary of the Illinois 
Farmer’s Grain Dealer’s association, 
were speakers. The affairs of the com- 
pany were reported in good shape. 


A. W. KIESELHORST has recent- 
ly taken over the elevator and feed 
business of the Bear Creek Coopera- 
tive Co. and the elevator of the Badger 
Grain Co., both located at Bear Creek, 
Wis. 


ADDS LINE OF FEEDS 
The Flambeau River Lumber Co. is 
now carrying a complete line of feed, 
flour and mill supplies at its brick 
warehouse at 200 West Worden Ave., 
Ladysmith, Wis. 
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The air will soon be filled with shouts 
of “Merry Christmas” and all but very 
few hearts will be gay as the Christian 


CHRISTMAS 
SPIRIT 


World celebrates the greatest of holidays. Even now there 
is much talk about the Spirit of Christmas so it might be 
well for us to spend a few minutes thinking about what the 
Christmas Spirit really is. 

We believe the Spirit of Christmas is just a manifesta- 
tion of the spirit of “goodwill toward all’. One large Mil- 
waukee department store solicits Christmas business as 
“The Store With the Christmas Spirit”. That’s a good 
idea but, as a matter of fact, all business enterprises, if they 
are to be successful, must be permeated with the Christmas 
Spirit not only during the holiday season but throughout 
the year. 

Do you operate your feed and flour business in the spirit 
of “goodwill toward all”? It is a good code to maintain 
not only in a business way but in our relations with all 
.mankind. We can only truly maintain it, however, if we 
apply it universally for it is not something we can assume 
or neglect at will. While we’re making our New Year 
resolutions, then, let’s renew our determination to let the 
Spirit of Christmas fill our lives throughout 1926. 


We didn’t start to write a Christmas sermon. 
grew. All we wanted to do was to wish our readers an 
old fashioned “Merry Christmas”. Merry Christmas! 
That's all. Merry Christmas! 


It just 


SELLING 
FLOUR 


Flour and feed stores, dealing in staples, 
cannot hope to do any great Christmas busi- 
ness such as is enjoyed by many other retail 
merchants but they can push their flour sales right now and 
take advantage of the increased demand which exists be- 
cause most housewives do considerable holiday baking. 

Flour, like most commodities must be “sold” if we are 
to move it in any great volume and altogether too many of 
us push our feeds but never make any real attempt to “sell” 
flour. If this is true, let’s spend at least a part of the next 
few days pushing our flour sales. 

There are many ways in which we might attempt to in- 
crease our flour sales. Some dealers make it a regular 
practice to call all the housewives in their community by 
telephone and specially solicit flour orders. Others make 
personal calls and claim that they achieve better results in 
that way. The least any dealer can do is to call his flour 
to the attention of each farmer who comes in to buy feed 
between now and Christmas and remind him of the fact 
that his wife will need a lot of flour to do her Christmas 
baking with. 

Maybe you have a few other ideas you use to help you 


sell flour. The method is of little consequence, it’s results 
which count. In any event—push your flour sales, and do 
it now. 


THAT SOMETHING 
DIFFERENT 


The quarters adjacent to 
‘The Feed Bag office are 
occupied by an_ intelligent 
man who earns his living as a jobber ‘of infants’ wear. 
Jobbing infants’ wear is no soft snap. Styles change often 
and in addition department store basements sell most items 
at retail for less than small jobbers can sell the same items 
at wholesale. 
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Despite such oppressive competition our neighbor is mak- 
ing a success of his undertaking. He is meeting competi- 
tion by rising above it—changing his items so that they are 
different from all similar items. He + buys standard items 
from manufacturers and then trims them with inexpensive 
handwork. After they have been thus slightly altered he 
sells them to big outlets, which would never buy standard 
items from him, at a good premium. 


“Every business is much the same,” this man says. “If 
we have competition, and who of us haven't, there is only 
one successful way to meet it and that is to offer our cus- 
tomers something they can’t get anywhere else. If we do 
that, it matters not whether we are a small or a big fellow, 
we can succeed.” 


We feed dealers should be able to learn something from 
this infants’ wear jobber. Let’s ask ourselves if Farmer 
Blank really does do better, all things considered, when he 
buys his feed and flour from us rather than from our com- 
petitor. What can we offer Farmer Blank, either in ser- 
vice or merchandise, that he can’t get elsewhere? It’s up 
to us to find out. 


THE TAX 
PROBLEM 


Many of us are now thinking about the 
tax reports we will have to prepare im- 
mediately after the first of the year. 
Whether the thought of these reports bothers us or not, 
in a large measure, depends on whether or not we are con- 
ducting our business with or without an efficient account- 
ing system. 


An accounting system, such as we find necessary these 
days so that we may at all times know the status of our 
business, makes the preparation of these reports almost a 
mere routine matter. If we do not have an adequate ac- 
counting system, however, their preparation each year is 
as difficult as the solving of an intricate cross word puzzle. 


The usual procedure in these cases is to struggle with 
the report and worry about it until a week or two before 
it must be filed in the government offices when we “give 
up the ship” and hire an expert to solve the difficulty for 
us. That ends the trouble for the present but then twelve 
months later we find ourselves in the same old mess. 


The story we're trying to write is, of course, just another 
argument in favor of our installing a modern accounting 
system. Let’s give the matter some serious thought and 
perhaps finally ACT during 1926. Incidently, you'll be 
glad td know that we plan to publish an interesting and 
helpful article on the preparation of tax reports in the 
January, 1926, issue of The Feed Bag. Watch for it. 


RED CROSS 
SEALS 


The war against tuberculosis, financed 
by Red Cross Christmas Seals, is a won- 
derful example of what can and is being 
accomplished through organization. Since the fight was 
started, not so very long ago, the death rate has been cut 
in half. 

Every time we buy a Christmas Seal we participate in 
this war and.help maintain this progress: Let’s buy and 
use our seals gladly then, remembering that in giving our 
mite we are helping to give health and life to thousands of 
our fellow men. 
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Interpretation 


By Harry 


VERY agency of business and 
E commerce is urging a_ better 
knowledge of costs. Business 
men are awakening to the fact that in 


-order to give better service to the 


trade, and at the same time maintain 
a fair and equitable margin of profit 
for themselves, they must have some 
means of knowing the details of their 
every day transactions. This can be 
accomplished only through better book- 
keeping records. 

Many business men, while cognizant 
of these facts, hesitate about making 
changes in their present systems. This 
is due, in the first place, to their dis- 
like of extensive record keeping which 
they sometimes regard as a necessary 
evil. Furthermore they fear they may 
encounter some impractical method 
that will add tremendously to the work 
of their office force and make the cost 
of obtaining the statements amount to 
more than the value of the information 
itself. And again, their natural anti- 
pathy for bookkeeping causes them to 
feel that the statements will be very 
complicated and difficult to understand. 
In the past it has been true that most 
people kept books because everyone 
else did, and the quantity and quality 
of the information that resulted from 
such motives was enough to bring 
about a distaste because not much 
beneficial information resulted from 
the burdensome detailed records and 
the dealers feel that if they are to 
receive the right kind and amount of 
information that a system necessary to 
produce it would not be justified. In 
other words their present records do 
not furnish the information that will 
arouse and hold their interest. 

If we are to enjoy doing things that 
are worth while they must be interest- 
ing and attractive, both as to process 
and results. Modern bookkeeping, 
which is the language of business, 
should express itself in simple, concise, 
understandable statements so as to 
present the most interesting kind of a 
story every month. It is not neces- 
sary that the dealer be a bookkeeper 
for he has more important work to do. 

What you, as a dealer, should be 
able to do is to read the story as it is 
told by the monthly statements that 
have been prepared by the bookkeeper. 
Surely you are interested in knowing 
where you are solvent, and whether 
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of Statements 
Not Bookkeeper’s Job 


Dealer Should Watch Progress Of His Business; 
Basic Knowledge Of Accounting Held Essential 


J. Colman 


Friend Harry Colman comes 
through again this month with 
another of his excellent articles 
emphasizing the necessity of a 
business man’s knowing his 
costs. Mr. Colman, as most of 
us know, has an intimate knowl- 
edge of our business problems 
obtained in his capacity as a 
member of the Executive Staff 
of Wolf & Company, account- 
ants and business advisors, Chi- 
cago. 


you are making headway towards the 
goal of all business activity—Success. 
If you are not making money, or if 
you are not making as much as you 
should, there is a reason. With mod- 
ern accounting methods your monthly 
reports will show the whys and where- 
fores and, having the facts before you, 
you can make your decisions in an in- 
telligent manner. Having the facts be- 
fore you will enable you to avoid the 
worst pitfall in merchandising, that of 
guesswork. 


Accounting is an interpretation of 
the results of bookkeeping. Every 
business man should know the funda- 
mental principles of accounting. He 
should know how to interpret the lan- 
guage of business. He should learn to 
read balance sheet and an operating 
statement. Such a knowledge is of 
vital importance if he would attain the 
success he desires, and in our next 
article we will attempt to bring out 
some of the features connected with 
the interpretation of statements. 


EDWARD T. HALL of the Purina 
Mills, St. Louis, Mo., was elected 
president of the Association of Na- 
tional Advertisers at their recent meet- 
ing in Washington, D. C. 


HEPPE WAREHOUSE BURNS 


Warehouse No. 1 of the Heppe Cash 
Store, large feed, grain and mercantile 
dealers at Hartford, Wis., burned to 
the ground last week. The loss was 
partly covered by insurance. The 
Heppe Cash Store operates four ware- 
houses and the one which burned was 
used for storing feed. 


GUS MORBORHM of Elderon, 
Wis., attended the Wisconsin State 
Implement Dealers convention at Mil- 
waukee the latter part of November. 


GEORGE SCHISSEL of Royal, 
Ia., has purchased and will operate the 
elevator property at Varina, 
formerly owned by the late F. Hocum. 


The Schreiber Milling & Grain Co. 
of Minneapolis, manufacturer of feeds, 
has recently purchased a large lot in 
the business district of North Kansas 
City, Mo. The company plans to erect 
a warehouse and retail feed store on 
the premises. 


The 
Hadden Grain Co. 


300 MITCHELL BUILDING 


YEARS IN THE 
44 GRAIN TRADE 
AT MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 


W* operate a large and 


the most modern equip- 
ped plant in Wisconsin for 
Catalogues, Publications, 
Books and General Printing. 


CANNON PRINTING (0. 


131-133-135 Michigan St. 
Phone Broadway 5757 
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WHOLESALE JOBBERS 


O. P. 34% 
Linseed Oil Meal 


Exclusively 


Bergman Millfeed, 
Inc. 


Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
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Book Account Greatly Handicaps 
Retail Feed Dealers 


Manager of Sparta Produce Co. Discusses Credit Business 
And Its Relation To The Usual Small Feed Profit Margins 


NE of the great handicaps in 
O business today, and it is in- 

creasing tremendously, is 
CREDIT. 

In a large way, the bonded indebted- 
ness of this country; then the bonded 
indebtedness of the subdivisions—the 
states; then the real estate and farm 
mortgages; then the mortgages by 
farm tenants; then the last but not 
least the book account debt of this 
country. If totaled the amount would 
be almost inconceivable. 

The capital invested in agriculture 
at present is said to be approximately 
eighty billions of dollars and all other 
industry combined about the same 
amount. 

Farm Debt Large 

The farm loans and the farm mort- 
gages of this country in 1920 totaled 
approximately eleven billions of dol- 
lars to say nothing of the minor credit 
business such as book accounts and 
notes given without security by farm- 
ers and the “store-bills’ carried by 
local merchants throughout the United 
States, but I mention the farm credit 
because it is a part of and applies more 
particularly to our business—we feed 
dealers. 

You all know what a drag the credit 
account is to your individual business. 
You know, too, how close we are 
obliged to sell feeds, on the smallest 
margin per cent on any business done 
except possibly on sugar, and some of 
us handle a lot of sugar. 

What Is Your Profit? 

Suppose you are selling bran today 
for $30.00. It would cost you $28.00 
to replace it—$1.50 profit for handling 
into and out of your place of business— 
furnish the labor, the storage, the in- 
vestment—which should not be for 
very long. What has it cost you to 
put in, carry, and load out that ton of 
bran? 

And then you charge it—your custo- 
mer who buys a ton of bran at one 
time is usually worthy of credit—and 
with me most of them get it. Sup- 
pose he pays you in thirty days, none 
pay much sooner, the interest on your 
investment alone is 15 cents or 10 per 
cent of what you call profit. Suppose 
he does not pay for sixty or ninety 
days—a lot of them do not and of 


By F. Kern 


course some never pay—what is your 
profit on the ton of bran? 


Strict Credit Pays 


In my business, and we did approxi- 
mately $240,000 in a single year, no 
man can get credit except from the 


Who is F. Kern? 


Most of us know Mr. Kern is 
manager of the Sparta Produce 
Exchange, Sparta, Wis. 


He is universally recognized 
as one of the most progressive 
feed dealers in Wisconsin—a 
wide-awake business man who is 
ever alert to changes in the feed, 
grain, coal and produce business. 


We wanted to give you all a 
chance to meet Mr. Kern and 
planned to publish his picture 
here but he was too modest to 
send us one. We'll try again 
later. 


Read this article—you’ll en- 
joy it. 


15th of one month until the 20th of the 
following month—the date he gets his 
cream check. If he fails to pay on 
time his credit is cut off until he gets 
cleaned up and then many of them 
never get any further credit, depend- 
ing upon circumstances. 


Through this strict system we may 
have lost some business but it was the 
undesirable class, and it has never 
worried me to see my competitor get 
that class of business. In return, how- 
ever, we get the cash business from 


the class of trade that owes the other. 


fellow and dares not go back to trade 
with him for fear of being dunned. 
On more than twelve hundred thou- 
sand dollars of business done my 
records show a loss in accounts 
charged-off, covering a period of six 
years, amounting to less than two- 
hundredths of 1 per cent with all ac- 
counts now on our books worth their 
face. 


But it costs money to do a credit 
business—aside from the losses due to 
bad accounts. It costs a lot of money 
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to keep books and to mail statements. 
We mail statements the 15th of every 
month and it takes us three days to 
mail them out and balance the ac- 
counts. 

We Should Get Cash 

Why don’t we do a CASH BUSI- 
NESS and save this work and ex- 
pense. We should. All big business 
is done on practically a cash basis. 

Take the insurance business for in- 
stance, with premiums totaling millions 
of dollars monthly, all of which are 
paid in advance. Take the business we 
are interested in, every car we ship in 
is paid for before we ever unload a 
sack of it. 

Take any line of big business and it 
is done either on sight draft or trade 
acceptances. All the grain marketed is 
on practically a cash basis. The fruit 
business is a cash business, and I have 
before me the bulletin of November 
6th showing 540 cars arrived and 1594 
cars of perishables on track—one day’s 
business in the city of Chicago every 
dollar of which is handled on practi- 


_cally a cash basis, the rules of the 


commission merchants being “Settle- 
ment in full every Monday.” 
Dealer Organization Needed 
Failure of any customer to settle on 


‘that date lists him with the trade and 


thereafter he is obliged to pay cash 
for what he buys, and he cannot go 
from one dealer who has denied him 
credit to another and get credit. I 
wonder why we feed dealers, who put 
the cash into every product we handle 
before we ever see it do not adopt 
such a method. When we know some 
one we have trusted and found un- 
worthy is trading with our competitor 
do we put the competitor wise? Why 
not? Are we too mean ourselves to 
save the competitor from a loss? And 
after all are we entitled to the title of 
“businessmen”. 

If we had a good thorough working 
feed dealers’ organization I am sure 
this matter of credit might be made 
safe and thousands of dollars might be 
saved annually to dealers who are do- 
ing business on too narrow a margin 
to warrant taking any losses of that 
kind. 

If we were permitted to add dry- 
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that kind. 


If we had a good thorough working feed dealers’ organization 
I am sure this matter of credit might be made safe and thou- 
sands of dollars might be saved annually to dealers who are doing 
business on too narrow a margin to warrant taking any losses of 


F. KERN. 


goods, drug and hardware margins to 
the price we pay for feeds a “stinging” 
for the price of a ton of bran or oil 
meal now and then would not be so 
serious, but we are not in those classed. 


Selling Under Market 


While this article is being written 
we are selling bran for $29 per ton and 
it would cost us $29.50 to replace it. 
Why do we do it? Same old excuse, 
because our competitor is doing it. 

We are selling oil meal that cost us 
$77.00 for $2.50 per sack, about 6 per 
cent profit. Why? Because Bangor 
is selling it for that price and Bangor 
is in our territory. Suppose I lose a 
ton of oil meal on bad accounts, I will 
have to handle sixteen tons to just play 
even. 

We feed dealers have another weak- 
ness, that of buying from the farmer 
in competition on grain. 

Having been in keen competition on 
the street for a long time I have been 
able to see and analyze the dispositions 
of buyers of grain and produce and it 
is my firm conviction that very few 


of us use good business judgment. 
Bidding Against Competitors 

When a load of oats comes down the 
street and I bid 35 cents and the other 
buyers walk up and make their bids 
and some competitor will say “I'll 
give you 36 cents,” when we could not 
get over 40 cents for those oats in 
Milwaukee and have to pay freight and 
commissions amounting to about 6 
cents per bushel. Because I wanted 
the load, my competitor wanted them 
worse. What nonsense. In the first 
instance I bid more than I should be- 
cause I knew my competitors would 
raise me anyhow. I made the grower 
think I was a cheap skate, lost his re- 
spect and probably his business. Does 
it pay? 

Are we in business entirely for the 
interest of the producer, or are we en- 
titled to a living? 


A. W. SMITH, feed dealer at Ring- 
wood, IIl., recently spent three. weeks 
visiting in California and other western 
states. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Registered in All States 


Quoting spot and 
future shipments. If 


you are not getting 
our quotations, we 
are both losing. Send 
name for market let- 
ters. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
Quality and Service Guaranteed 
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CURTIS RICHARDSON, president 
of the Richardson Feed & Grain Co., 
Oconomowoc, Wis., under the severest 
pressure admits that he is married. We 
are not sending any presents as yet 
for we are not entirely convinced. 
Curtis has kept us guessing for almost 
a month. He admits that all this 
might have happened on November 6 
at Savannah, Ill., and suggests that 
skeptical folks write the Methodist 
preacher there. Before her marriage 
the lovely bride was Miss E. Blatz of 
Dodgeville, Wis., who for the past 
few years has been an instructor in 
the public schools at Oconomowoc. 
The Feed Bag takes this opportunity 
to congratulate Curtis and to wish 
Mrs. Richardson every happiness. 


WISCONSIN GRAIN SHOW 

Products grown on 358 farms were 
shown at the Wisconsin Grain Show 
which was held at Menomonie, Wis., 
the three days closing November 20. 
The total number of competitive ex- 
hibits was 1,105, topping last year’s 
record. 


NEW JAY-BEE MILL 


J. B. Sedberry, Inc., has recently in- 
stalled a new No. 3 Standard Jay-Bee 
mill in the Western Elevator Co. 
warehouse at Appleton, Wis. 


Grain Futures 
1,000 Bushel Lots and Up 


Private Long Distance Phone 
Office and Exchange Floor 
Broadway 1738 


B. J. ASTON, INC. 
No. 9 Chamber of Commerce 
MILWAUKEE 
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FEED QUOTATIONS 


Standard spring wheat bran............ $28.50 
Pure spring wheat bran................ $29.25 
Standard Durum wheat bran........... $27.50 
Puce. Durum wheat brat..............% $28.50 
Standard Spring wheat middlings........ $28.50 
Pure Spring wheat middlings........... $29.00 
Standard Durum wheat middlings...... $28.00 
Standard Durum flour middlings........ $30.50 
Standard spring wheat flour middlings. . .$31.00 
Standard rye middlings................ $26.50 
$32.00 
Steuterd Bed Dow $39.50 
Standard. hommy $30.00 
Standard cornfeed meal...............- $27.50 
Gluten feed (f. 0. b. Chicago).......... $37.90 
34% pure old process oil meal.......... $46.00 
43% pure cottonseed meal.............- $44.00 


(Prices quoted above are on a per ton basis 
for shipment in 100 Ib. sacks, carlots. The 
prices are in conformity with the market close 
on Monday, November 30, and are quoted ac- 
cording to the Milwaukee-Chicago rate basis.) 


MILL FEEDS Mill feeds, after 

having shown some 
weakness the past few weeks but very 
little reduction in price, have strength- 
ened again and now show an upward 
tendency. The consuming demand 
from the various territories is increas- 
ing and any real activity from these 
sources is certain to bring advances 
under present conditions. 


FLOUR The stronger wheat mar- 
ket, while not considered 
wholly justified when the apparent 
world surplus is considered, is kindly 
regarded by millers who feel that it 
will tend to encourage the placing of 
shipping directions on orders booked 
early in the new crop year. The new 
business placed continues in small 
volume but the millers seem more 
anxious about shipping directions at 
this time than they are concerned 
about future bookings. Dull condi- 
tions are expected to prevail until 
after the holidays. 


WHEAT Sharp fluctuations 
cash wheat during Novem- 
ber were experienced. The net gain 
in price for the month was about 17 
cents to 18 cents per bushel. Un- 
favorable reports of wheat crops from 
foreign countries has had a_ bullish 
effect on wheat prices. Confirmed re- 
ports are that in northern districts of 
Buenos Aires only about 50 per cent 
wheat crop will be harvested. The 
Argentine official semi-monthly crop 
report shows 50 per cent damage and 
balance poor in Santa Fe and Cordoba 
provinces. These two provinces repre- 
sent nearly half of the total acreage. 


LINSEED ‘The market is a mixed 
MEAL proposition at present 
with crushers issuing 
quotations at $46.00 to $46.50, Milwau- 
kee basis, while the resellers are below 
that level. The market however, has 
a strong undertone and quotations are 
expected to strengthen gradually 
throughout the winter. 


COTTONSEED A dull demand 
MEAL for cottonseed meal 

is reported through- 
out the Central Northwest territory 
but a large movement is predicted im- 
mediately after the first sustained cold 
period. Quotations are said to be 
very attractive as compared with other 
high protein concentrates at the pres- 
ent time. 


HAY The hay market is practical- 

ly stagnant at present. City 
demand has not developed as anti- 
cipated and receipts are ample to meet 
all requirements. Good timothy is 
bringing around $19.00. Straw is in 
better request. 


RYE Cash rye during November 

scored a good advance, the rye 
market working in sympathy with 
wheat. On the first of November, No. 
2 milling rye was worth 82 cents Chi- 
cago and on the last day of November, 
the same grade sold at 92 cents, show- 
ing a gain of 10 cents per bushel for 
the month. Wisconsin rye is selling at 
a premium over the western rye as 
the quality is more suitable for milling 
purposes. The movement of rye from 
the farmers’ hands during November 
has been very disappointing. 


CORN Cash corn prices during 

the first half of November 
were firm. On November 13, old No. 
2 yellow corn sold at 97 cents in the 
Milwaukee market. That was high 
price paid during the month. More 
liberal offerings of new corn caused a 
falling off of old corn premiums. On 
November 30, old No. 2 yellow corn 
sold at 80 cents as compared with-97 
cents the middle of the month. New 
corn, while of good quality as to test 
weight and soundness of kernel, con- 
tains an excessive amount of moist- 
ure, causing a large percentage to 
grade No. 5 and No. 6 corn. Reports 
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coming in from Iowa show a yield 
ranging from fifty to ninety bushels 
per acre. Husking in most localities 
only about half finished. 


OATS Cash oats during Novem- 

ber were fairly steady with 
high price in Chicago and Milwaukee 
markets 41 cents on No. 3 white oats 
and 39 cents low point on the same 
grade. Since the new corn has started 
to move, there is a noticeable falling 
off of oat shipments from the country. 
On the basis of November prices, the 
Iowa farmers are only getting about 
30 cents per bushel for their oats. 
This price is not sufficiently attrac- 
tive to bring out many oats. Farmers 
are marketing their corn and holding 
their oats for higher prices. 


SEEDS 


Movement of seeds in and 
out of the terminal markets 
showed improvement during the past 
month. The trade was characterized 
as fair. Quotations are firm and prac- 
tically unchanged. 


COAL The conflicting propaganda 
being circulated by the miners, 


and operators’ camps makes the fu- 


ture almost anyone’s guess at the pres- 
ent time. A canvass of the retail and 
wholesale trade, however, fails to re- 
veal any unusual apprehension as to 
any possible serious shortage. 


BARLEY Cash barley during 

November was fairly 
steady with choice and fancy malting 
and pearling barley selling at a good 
substantial premium over the _ feed 
barley. On account of the low prices 
of oats this year, the feed barley sells 
at quite a large discount under malting 
barley. Malting barley sold in Mil- 
waukee and Chicago markets at prices 
ranging from 75 cents to 80 cents as 
compared to prices on feed barley of 
62 cents to 70 cents. Eastern Minne- 
sota and Wisconsin barley bringing 
top prices. 


NOAL SAEMANN DEAD 
NOAL SAEMANN, president of 
the Saemann-Schilling Co., Adell, Wis., 
died during the past month at the ad- 
vanced age of 68 years. Mr. Saemann 
was well and favorably known in the 
Wisconsin feed trade. 
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Minneapolis Feeds 


Prepared by the Minneapolis branch office. 
Hay, Feed. and Seed Division, Bureau of 
Agricultural Economics 


Minneapolis (November 25)—The 
market on wheat mill feeds has been 
easy the last week with feed in slow 
request and trading dull. New busi- 
ness is very light with local jobbers 
now chiefly concerned in getting out 
November contracts. main- 
tained a fairly firm position in spite of 
the slow demand; while middlings 
showed a decidedly weaker tone. The 
mixed feed manufacturers are not in 
the market for middlings at the mo- 
ment and there has also been very 
little inquiry from Southwestern mar- 
kets recently. Heavy feeds were also 
lower, influenced by weakness in stand- 
ard middlings. 


The recent bulge in the wheat mar- 
ket has brought in shipping directions 
on flour in greater volume and the out- 
look is for a slightly heavier output 
within the next few weeks. Offerings 
for the most part, however, of all sorts 
of wheat feeds are not burdensome and 
should colder weather again come on 
and the demand be stimulated, prices 
could firm up very easily. While sea- 
sonal dullness around the holidays may 
depress prices, it is thought that should 


New Feed Firm Is Organized 
By Hugo Damm 


Badger Grains & Feed Co. To Handle Complete Line 
Of Feeds Including Dried Grains And Screenings 


bran again be available at the $25.00 
mark, Minneapolis, considerable fresh 
buying would again set in. 


Linseed meal has been firm, mainly 
on account of the advance at the Chi- 
cago and Eastern markets because of 
improved demand from abroad. Slight- 
ly firmer cottonseed meal quotations 
also aided to firm linseed meal prices. 
The demand from the interior feeding 
sections has been steady with the mills 
doing the greater part of the business 
direct. The market on linseed meal 
has not fluctuated sufficiently at any 
time so far on this crop to enable job- 
bers to dispose of accumulations at 
marked profits and at no time have the 
jobbing trade been in position to un- 
dersell the mills appreciably. 


Today, November 25, prompt bran 
is $25.75; pure bran, $26.25; standard 
middlings, $25.75; flour middlings, 
28.00 to $28.50; red dog, $37.50 to 
$40.00; linseed meal, $43.50. 


104 to 114 Jefferson Street 


Phone Broadway 2986, 2987 
CORCORAN BROS. COMPANY 
WHOLESALE AND RETAIL 
HAY, GRAIN, SHAVINGS AND EXCELSIOR 


Office, Elevator and Warehouse 


MILWAUKEE 


Bay 
PURITAN BRAND 


The genuine live reef crushed oyster 
shell for poultry. 


Packed in new 100 lb. burlap bags. 
CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


THE CRUSHED OYSTER SHELL CO. 


BILOXI, MISS. 


HE Badger Grains & Feed Co., 

; headed by Hugo Damm, has 

recently been incorporated un- 
der the laws of the state of Wisconsin 
and is now ready for business having 
opened offices at 413-414 Chamber of 
Commerce, Milwaukee. 

The new firm will handle a complete 
line of feeds and is making plans to do 
an extensive business throughout the 
entire country. The firm already has 
secured several advantageous contracts 
with manufacturers and is ready to 
quote prices on dried grains, mill feeds 
and screenings. 

Hugo Damn, president of the Bad- 
ger Grains & Feed Co., was formerly 
with the Donahue-Stratton Co. special- 
izing in dried grains, and his firm al- 
most immediately began to enjoy a 
good business. 

Since Mr. Damm announced his new 
company his office has been in receipt 
of many congratulatory letters and 
telegrams and many have also called 
to wish him every success. The Feed 
Bag adds its good wishes to those of 
his other friends. 


JIM KEEGAN, of Keegan Brothers, 
Richland Center, Wis., heard that a 
flock of wild turkeys had settled near 
Green Bay so he spent Thanksgiving 
up there returning home through Mil- 
waukee on Sunday. 


B. HILGER, manager of the Adell 
(Wis.) Cooperative Co., large handlers 
of feed and grain and also stock ship- 
pers, has just improved his property 
by adding a new modern concrete 
stock shipping yard at his establish- 
ment. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned, 87 pound No. 3 
white oats. They will please 
your trade. 


Operating Elevator “L” 


MINNEAPOLIS, MINN. 
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The 1926 Feed Bag Will Be Better, 
Bigger and More Helptul 


More Dealer Items And Pictures, Good Articles Promised, 
New Two Color Art Cover Will Improve Appearance of Book 


ORE Pictures. 
M More Personals. 
More Good Articles. 


More Sales Suggestions. 

A Fine New Two Color Cover. 

These are just a few of the innova- 
tions you will find in The 1926 Feed 
Bag. If you like The Feed Bag now, 
and we haven’t heard of a _ single 
dealer who doesn’t, you'll like it still 
better next year. 

“After the First” Fellows 

You’ve heard about “Tomorrow” 
fellows, haven’t you? The woods is 
full of ’em and right now most of 
these “Tomorrow” boys are “After 
The First” men, if you know what we 
mean. Perhaps we’re an “After The 
First” fellow, too, but, if we are, we’re 
positive than negative. We're telling 
you that what we are going to do 
while the negative fellows just say 
“Maybe”. 

Folks who advocate making New 
Year resolutions, in other words— 
plans for the future, say it’s best to 
first review your past experience. We 
believe these fellows are right so let’s 
pause a moment and consider what 
The Feed Bag has already accom- 
plished during its short life. 

Better Business Methods 

Our greatest accomplishment, we 
believe, is that we have inspired some 
of you dealers to improve your cir- 
cumstances through using better busi- 
ness methods. Have we? If we've 
only gone so far, however, as to start 
you thinking about better business 
methods—we've done a lot. 

Many of our other accomplishments 
might be included in the one outlined 
above. For example, we've pointed 
out the evils of price-cutting; made a 
survey of the custom grinding situa- 
tion and presented the facts and sug- 
gestions obtained therefrom to you; 
exchanged sales suggestions and 
opened new money-making vistas to 
you; aroused interest in a prospective 
Central Northwest Feed Dealers As- 
sociation; etc., etc. 

A Strictly Dealer Paper 

Each past issue has and each future 
issue of The Feed Bag always will be 
published strictly as “The Dealers’ 
Paper.” You readers have appreciated 
this fact, we know, for practically all 
your letters to us have emphasized the 
fact that you want us to “keep The 


Joe Straub, Lomira Dealer, 
Suggests Publication Fund 


L. P. ROSENHEIMER 
PRESIDENT 


The Feed Bag, 
Milwaukee, Wis. 


Gentlemen: 


for it. 


JS:AJG 


D. M. ROSENHEIMER 


LOMIRA ELEVATOR COMPANY 


SHIPPERS OF FARM PRODUCE 
DEALERS IN FLOUR, FEED, SEED, COAL AND MACHINERY 


LomirRA, Wisconsin Nov. ]7th, 1925. 


We have been getting The Feed Bag 

for some months, and just learned that the paper 
-is being sent to us without charge. You cer-— 
tainly print some good articles on price cutting 
etc, and I feel that since there is no subscrip-— 
tion charge, you ought to start a Publication 
Fund, and give Some of us who like and appre-— 
ciate the paper an opportunity to do something 


Enclosed you will please find my $2.00 
to start that Publication Fund. 
coming and be sure to keep it a Dealers’ Paper. 
(And give us an few more pictures) 


Yours truly, 
LOMIRA ELEVATOR CO. 


JOS. F. STRAUB 
VICE-PRESIDENT SEC'Y-TREAS 


Keep the paper 


(Signed) JOE STRAUB 


Feed Bag a dealer paper”. From the 
very first we have made your prob- 
lems, in fact all your interests, ours 
and in response to your requests we 
herewith promise you that The Feed 
Bag will always be “The Dealers’ 
Paper”. Some day, perhaps, it may 
be actually owned by the”new Central 
Northwest Feed Dealers’ Association. 

In recounting our accomplishments 
it is only right for us to refer to the 
results we have achieved for our ad- 
vertisers. You dealers have responded 
to the paper so well that our adver- 
tisers have all received inquiries from 
you and many of them have actually 
sold merchandise and machinery to 
you directly as a result of your answer- 
ing The Feed Bag advertisements. 
Keep that up you dealers and as the 
advertising increases in volume so will 
your paper increase in bulk and value 
to vou. Never put off answering any 
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advertisement you see in The Feed 
Bag. The Feed Bag will not know- 
ingly accept advertising from any but 
reliable firms and so you may safely 
trade with any and all The Feed Bag 
advertisers. 
Dealer Pictures Each Month 

With this issue, we complete the 

publication of our first volume. In 


order to make our volumes coincident 
with the calendar year we have decided 
to make our January, 1926, issue Num- 
ber 1 of Volume 2. Volume 1 only in- 
cludes five numbers but our full vol- 
umes will hereafter include twelve. 
We have already told you that you 
may expect more pictures in Volume 
2. Each number will carry two or 
more illustrated articles about Central 
Northwest feed and flour dealers. The 
data and pictures for these articles will 
be collected by members of The Feed 
Bag editorial staff and as they are pub- 
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lished will help us all to get better 
acquainted with each other. 

The promulgation of better business 
propaganda will of course be continued 
and The Feed Bag sales suggestions 
service to dealers greatly enlarged up- 
on. We have a surprise announcement 
along these lines which we will make 
in our February issue. Watch for it. 
If you take advantage of the offer to 
be included in this announcement we 
guarantee that you will increase your 
business directly as a result of your 
doing so. 

Dealer Organization Near 

The great 1926 achievement, we 
hope, will be the actual organization 
of the Central Northwest Feed Dealers’ 
Association. Harry Plum, secretary of 
the Milwaukee Chamber of Commerce, 
has an excellent article in which he 
emphasizes the value of trade organi- 


zations in this issue. More articles of 
this nature will be included in future 
issues. Actual preparation for the 
formation of the association is now un- 
der way and we expect that the initial 
organization meeting will be called 
early in the summer of 1926. 

More personals. The Feed Bag was 
started as a personalized trade journal 
and will be continued as such. Start- 
ing with the January issue, however, 
we plan to carry about twice as many 
personal items about you dealers as 
we have included in our past issue. We 
have made arrangements to secure 
these items from all available sources 
and our news services from all the 
various Central Northwest markets 
will be enlarged. 

The Feed Bag articles to date have 
been uniformly excellent in the opinion 
of most critics. We plan to continue 


LIVESTOCK 
Iowa Dairy Feed 


Minro Molass Hog Feed 
Sugared Sugarene Feed 
Alfalfa Molasses Feed 
Hominy Feed 

Cracked Corn 

Corn Meal 


Phone Badger 4749 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Manufacturers of the Following Line of Livestock 
and Poultry Feeds. Shippers of Corn and Oats. 


MIXED CARS OUR SPECIALTY 
Operating Mill and Elevator at Cedar Rapids, Iowa 
Wire Cedar Rapids for Prices on Corn and Oats 


Wisconsin Representative, Paul B. Clemons 


POULTRY 
Golden Buttermilk Laying Mash 
Golden Buttermilk Growing 
Mash 
Golden Buttermilk Starting 
Mash 
Golden Egg Scratch Feed 
Golden Egg Chick Feed 
Iowa Scratch Feed 
Iowa Chick Feed 
Skylark Cornless Chick Feed 


Madison, Wis. 


Recommended by Poultry 
Authorities and Many 
Agricultural Colleges 


EARL GRIT is more than a grit. It 
Pp is a food that is vital to the health and 

vigor of chickens of all ages from baby 
chicks to laying hens. The system of a 
chicken 
Pearl Grit is over 95% calcium carbonate. 
Poultry raisers in all parts of the country 
now recognize Pearl Grit not only as teeth 
and material for bone and egg-shell, but as 
a necessary food for the health of their 
flocks. 
Made in three sizes—for baby chicks—for 
pullets and for laying -hens. 
Pearl Grit is a business builder for grain 
and seed dealers. 


Write for prices and information. 


THE OHIO MARBLE CoO. 
211 Ash Street 
**The Double Purpose Grit’’ 


réquires Calcium Carbonate and 


Piqua, Ohio 


the publication of similar articles each 
month in 1926 and in addition will fea- 
ture more trade surveys such as the 
one on grinding costs which was pub- 
lished in the November number. 


Every department of The Feed Bag, 
in fact, will be improved and many new 
and valuable departments will be 
added. The new cover, which will 
rank with the best seen on any trade 
journal in the country, will add to the 
attractiveness of The Feed Bag and we 
hope to your enjoyment in it. 


Most of these improvements are be- 
ing made as the result of suggestions 
received from you dealers. We want 
to continue to receive these sugges- 
tions. Whenever you get an _ idea 
which you think might help us make 
The Feed Bag more interesting and 
helpful to you be sure to write us a 
letter and tell us about it. When you 
visit Milwaukee make it a rule to stop 
at our office and talk it over with us. 
We'll never be too busy to talk to you 
for, as publishers of “The Dealers’ 
Paper”, we are, in a sense, working for 
you. 


Now we've told you what we're go- 
ing to do and we’ve also hinted at what 
we want you to do. It’s up to you to 
give us all your suggestions and to 
trade with The Feed Bag advertisers 
whenever you can. We'll do the rest. 


E. J. KOPPLEKAM 


GRAIN FUTURES 
373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamb of C ce 


Twine Needles 


If it’s a BAG, We Have It. 
Should You Have a Surplus, 
“We want it.” 


Fredman Bag Co. 
Established 1889 
86 Years Honest Service 


MILWAUKEE, 
WISCONSIN 
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THE FEED BAG 


Booster’s Club 


“The Feed Bag certainly is mighty 
fine. It helps me keep in touch with 
my old friends back in Wisconsin.”— 
W. J. Armstrong, Zeeland, Mich. 


“We receive The Feed Bag regular 
every month and we find it very in- 
teresting from cover to cover. We 
get information in it that we cannot 
get in any other publication.”—Neil 
A. Cope, Cope Bros. Feed Co., Ells- 
worth, Wis. 


“T believe The Feed Bag is the best 
publication that has appeared in the 
feed field in more than twenty years.” 
—Harry Wiesner, Pillsbury Flour 
Mills Co., Minneapolis, Minn. 


KING MIDAS DISTRIBUTOR 

F. B. Spear & Sons, large flour and 
feed distributors at Marquette, Mich., 
have recently been appointed distribu- 
tors of King Midas flour in the Mar- 
quette territory. F. B. Spear & Sons 
is one of the most prominent of all 
similar firms in Northern Michigan and 
was established by Mr. Spear way back 
in 1864. 


WALTER SEYK, well known 
Kewaunee, Wis., dealer, reports that 
business is good in his locality—espe- 
cially the coal business. 


LEO E. UTTER, prominent feed, 
grain and lumber dealer with yards at 
Merton and Nashota, was initiated in 
the 1925 fall ceremonial class of Tripoli 


Temple, Nobles of the Mystic Shrine. 


F. C. YERGES, president of the 
Reeseville Elevator Co., and at one 
time director of the Wisconsin-Illinois 
Feed Dealers’ Association, visited in 
Milwaukee late last month. He re- 
ported that his company is now mill- 
ing rye at Lowell, Wis., and that the 
local supply is not large enough to 
meet their requirements. 


FIRST FLOUR “AD” 


Readers of The Feed Bag will be 
interested to know that the first ad- 
vertisement known to have been pub- 
lished by any Wisconsin firm was in- 
serted in a St. Louis newspaper by 
Joseph Rolette, a Prairie du Chien 
flour miller, more than 100 years ago. 
The advertisement read as follows: 
“Three hundred barrels of fine bolted 
flour manufactured at the Prairie du 
Chien, by a water mill, can be yearly 
furnished, on the most reasonable 
terms, by the subscriber, Joseph 
Rolette, Prairie du Chien, Dec. 1, 
1818. Mr. Rolette was a fur trader 
as well as a flour miller and is said to 
have visited Prairie du Chien as early 
as 1804. 


DANIEL F. RICE 


225 POSTAL TELEGRAPH BLDG. 
Careful Personal Attention to Speculative Trades in Future Markets 


GRAINS, PROVISIONS, COTTON 


MEMBER CHICAGO BOARD OF TRADE 


CHICAGO 


PHONES: HAR. 0622—HAR. 0625 


BRAND 
Makes Hogs Grow and Hens Lay. 


Live Stock Ex. 
Kansas City, Mo. 


SUCCESS Selected Poultry Scraps; 50% Protein 


Digester Tankage 60% Protein 


None Better for Profitable Production 
Samples on request: Wire or Phone, our expense. 


UNITED BI-PRODUCTS CoO. 


822 Exchange Ave. 
Chicago, Ill. 


Live Stock Ex. 
E. St. Louis, Ill. 


MIXED CAR 
FEED BUYERS 


Will be interested in receiving 
our regular quotations. We can 
ship millfeeds, oil meal, sacked 
or bulk grains, poultry, dairy, 
and ground feeds, all in the same 
car. 


Wire or write us at once for prices 


R. E. JONES CO. 


Wabasha, Minnesota 


CAHILL GRAIN & PRODUCTS 


WHOLESALERS 


FEED — GRAIN — SCREENINGS 


415-417 Chamber of Commerce 


MILWAUKEE 


HIAWATHA 
GRAIN COMPANY 


MINNEAPOLIS, MINN. 


SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 
Types of Feeding Screenings 


Get Our Samples and Prices 


service. 


West Virginia. 


waukee. 


Mixed Feed Salesmen Wanted ! 


First class mixed feed salesmen wanted for well-known 
high quality line with complete assortment of poultry, 
dairy, and stock feeds, and unusually liberal mixed car 


Two territories open—Eastern Michigan and Southern 


Splendid possibilities for right man. 
Write X Y Z, The Feed Bag, 86 Michigan street, Mil- 
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JOHN S. SIGVERTSEN, well- 
known among the mill and elevator 
trade of the Northwest, formerly as 
representative out of Minneapolis for 
Washburn Crosby Co., and last sea- 
son sales manager for J. L. Owens, 
Minneapolis, is now manager of the 
flour sales department of Maney 
Brothers Mill & Elevator Co., Minne- 
apolis. Mr. Sigvertsen’s firm, besides 
being the largest flour jobbers in 
Minneapolis selling Maney’s Pride 
pastry flour together with Pillsbury’s 
flours, manufactures a complete line 
of prepared feeds and sell in large 
quantities straight run mill feeds. His 
friends will be glad to learn that he is 
going over the top in good shape. 


LADISH MILLING CO. 

The Ladish Milling Co. has _ re- 
cently been announced as successor 
to the Ladish Co., feed manufacturers, 
Milwaukee. The change is purely a 
nominal one. There will be no 
change in the personnel, policy or 
management of the company. 


A. E. THOMAS, feed dealer at 
Cobb, Wis., came to Milwaukee last 
month to take his son, who is attend- 
ing Marquette University, home for 
the Thanksgiving holiday. He be- 
lieves that some day we are all going 
to wake up and find that there is not 
so much good corn in the country after 
all. Corn looks right to him at the 
present prices. 


PURE OLD PROCESS 


LINSEED MEAL 


(GROUND LINSEED CAKE) 
MANUFACTURED BY 
WILLIAM 0. GOODRICH COMPANY 
MILWAUKEE, WIS. 
GUARANTEED ANALYSIS 
MINIMUM PROTEIN 34% 
MINIMUM FAT s% 

MAXIMUM FIBRE 7 


1875-1925 


50 YEARS OF HONEST 
ENDEAVOR TO PRODUCE 
THE HIGHEST QUALITY ONLY 


If you are our customer, you will satisfy your customer 


Eating is a Science 


What is eaten, as much as anything else, determines 
the health and happiness of the family. So it is with your 
flock of poultry. Darling’s Meat Scraps will make your 
chicks happy, strong and thrifty growers, and insure 
heavy egg yields from the older birds. 


Because you are particular in choosing your own food, 
exercise the same care in selecting feed for your poultry. 
Prominent poultrymen and dealers everywhere recommend 


DARLING’S MEAT SCRAPS 


The Standard of Quality 


State Distributors 


LaBUDDE FEED 
& GRAIN CO. 


MILWAUKEE 
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DARLING & COMPANY, 
UNION STOCK YARDS 


CHICAGO 
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HARRY LEPPER, new proprietor 
of the Menomonie Falls (Wis.) Roller 
Mills is now planning to improve and 
electrify his flour mill and to install 
a new feed grinder. The improve- 
ments which he plans to make to the 
mill will greatly increase his storage 
space and enable him to handle a 
larger variety of feeds. He is also 
installing a new coal unloader and in 
other ways improving his facilities for 
handling coal. The Menomonie Falls 
Roller Mills were erected in 1852 and 
the water wheel which now operates 
the mill is one of the oldest in the 
state. 


FRANK POPA, manager of the 
Popa Flour & Feed Store at Cudahy, 
Wis., has taken over the stock of Jos. 
Bachnick, who for some months also 
operated a flour and feed store in 
Cudahy. The Cudahy Enterprise says: 
“The acquisition of the Bachnick stock 
speaks well for the Popa establishment 
which has been expanding considerably 
the past few years.” 


ROBERT WEIER has purchased 
the interest of Hugh W. Hughes in the 
J. G. Thomas Coal Co., at Dodgeville, 
Wis. 


Flour & Feed 


Business For Sale 


With Electric Power Feed Mill 
Running Daily at Full Capacity. 
Large Warehouse for All Kinds 
of Farm Feeds. Just across 
street from Farmers Co-op. 
Creamery Co. and Doing Good 
Business. Also 60 300-lb. cans 
Ice Refrigerating Plant. Write 
for details. 


Artificial Ice & Feed Co. 


SUN PRAIRIE, WIS. 


Menomonie Milling 
Company 


Manufacturers of 


Barley Products and 
Feed 
Pearl Barley 
Our Specialty 


BYRON L. KABOT 
Secretary and Manager 


Menomonie, Wisconsin 
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“That's all, today.” The man who 


E. J. CRANE of Chippewa Falls, 


F I B R E loses his day before it is really over Wis., has recently opened his new 
is wasting valuable time which never branch feed store and elevator at 
can be replaced. Cadott, Wis. 
To Laugh 
Western Terminal Elevator Company 
NAUGHTY! NAUGHTY! 
: 4 Can ship direct from our terminal at Sioux City or from our country elevators 
They were parked in the corner kiss- * = * 
come Wire for delivered price on corn and oats 
He—telling the usual lies, GRAIN EXCHANGE SIOUX CITY, IOWA 
A sudden swat—now they’re missing; 


They were only a couple of flies. 


“That’s nothing,’ one of the home 
town boosters told us the other day, 
“TI remember when every other house 
in Blankville was a vacant lot.” 


IMMEDIATE SHIPMENT 
MIXED CARS 


Modern business methods, perhaps 


a few dollars spent for advertising, Pure Bran Middlings Ask 
would prevent many failures and have ° for 
enabled concerns, now defunct, to Flour Midds Red Dog Prices 
celebrate silver anniversaries. 34% O. P. Oil Meal = 
Station 
THE PHILANDERER Straight or Mixed Cars 
He called on my beautiful lady, 


And he kissed her, too, I know; 
For on her pretty, rosy cheek 
Is the mark of a mosquito. 


“Get Acquainted with Our Sudden Shipment Mixed Car Service” 


NORTHWESTERN FEED CO. 


TRY TO LAUGH John E. Geraghty, President 


Wh Maurice J. Beaubaire, Secretary 
estion: “What’s wrong with this : 
ie e?” . 511 Metropolitan Bank Building 
Answer: “There ain’t no picture.” MINNEAPOLIS 


WAR IS WICKED 


An army besieged a village, 
The suffering was intense; 


But it never got in the papers— 
They were ants near the back yard 
fence. 


You Can Pay More—BUT You can- 
not buy Better Feeds than SQUARE 
DEAL FEEDS. 


Real salesmanship is cooperation, 
not conquest. 


Established 1880 


Paine, Webber 
& Company 


Members 
NEW YORK STOCK 


Get our samples and prices on 
SQUARE DEAL FEEDS, and any- 
thing else you need in the feed and 
grain line, before buying your next 
mixed car. 


BOSTON STOCK 
EXCHANGE 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 


94-100 MICHIGAN ST. 
Telephone Broadway 5780 


MILWAUKEE 
E. J. Furlong, Resident Partner 


THE DADMUN COMPANY 
Manufacturers of High Grade Feeds for Poultry, Calves, 
Pigs and Cows 
WHITEWATER, WISCONSIN 


Storage Capacity—1,500 tons sacked feed, 35,000 bushels 
bulk grain. 


HARDY NORTHERN GROWN CLOVERS OF HIGHEST QUALITY 
U he BUYERS AND SELLERS OF ALL FIELD SEEDS 


Seed) Go 


MILWAUKEE 
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Would You Like 
Transit Privileges 


Let Us Show You How 
Freight Survey Bureau 


1306 Kinnickinnice Ave. 
MILWAUKEE 


I. B. SWANSON CO. 
MILLFEED 


Corn Exchange Minneapolis 


F..L.. LYONS 
907 Metropolitan Life Building 
BRAN AND MIDDLINGS 
Straight or Mixed Cars 
MINNEAPOLIS 


Minnesota Feed Company 


Feed, Grain, Screenings 
Write for Prices 


MINNEAPOLIS, MINN. 


MERRY CHRISTMAS 
E. L. PHELPS & CO. 


MINNEAPOLIS, MINN. 
GRAIN—FEEDS 


Manufacturers of 
“Franklin”? Ground Flax Screenings 
“Dandy” Ground Grain Screenings 


DELMAR CO. 


Shippers Sulphured and Natural 
Oats and Barley, Durum Wheat 
and Buckwheat 


MINNEAPOLIS, MINN. 


J. ERNEST McLAUGHLIN 
Certified Public (Wis.) 


McLAUGHLIN COMPANY 
Audits—Costs—Systems 
1322 First National Soo Line 
Building 
Minneapolis, Minn. 
Grain and Milling Audits 


WM. UBELE, proprietor of the Bur- 
lington (Wis.) Feed Co., was taken to 
the hospital at Burlington last Satur- 
day night. Mr. Ubele is reported to be 
seriously ill but The Feed Bag hopes, 
with his many friends, that he will be 
able to get back on the job shortly. 


O. A. HOHLE, who has recently 
taken over the brokerage business of 
A. J. Gallagher at Minneapolis, Minn., 
has high praise for his predecessor. 
He says Mr. Gallagher had built up 
his business until he had become a 
large factor in the Minneapolis market 
where his buying often relieved the 
market of surpluses and distressed 
cars. Mr. Hohle is one of the most 
widely known men in the feed trade 
in the Central Northwest. In addi- 
tion to carrying on Mr. Gallagher’s 
business, Mr. Hohle expects to con- 
tinue developing an outlet for Camel 
Wheat Feed, which he first introduced 
in the territory last year. 


Sunflowers grown for use as silage 
should be cut at an early stage of 
growth according to findings of 
specialists at the College of Agricul- 
ture, University of Illinois, Urbana, 
Ill. Full details of these tests are in- 
cluded in Bulletin No. 268 which may 
be obtained free from the college. 


Prairie Queen Flour 
Is Good Flour 


Let us show you Wisconsin 
dealers who say, “If we can 
get a customer to buy one bag. 
of Prairie Queen he’ll come 
back to buy a barrel.” 


SCOTT - LOGAN MILLING CO. 
SHELDON, IOWA 


WRITE FOR QUOTATIONS 


Mixed Cars Shipped Immediately 
GROUND FEED 


Sacked Grain—Mill Feed 
1809-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


Maney Brothers Mill & Elevator Co. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED, 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Broadway 2536 


KERN & MANSCHOT 
FLOUR BROKERS 
Hard Spring, Hard Winter, 
Semolina and Genuine Wisconsin 
Rye Flour 
803 Mayer Building 
MILWAUKEE, WIS. 


FEED 
SYSTEM 
ENGINEERS 30 YEARS EXPERIENCE 


| S. T. EDWARDS & CO. 


PMENT 
INSPECTION 110 S. DEARBORN ST. 


FEED FORMULAS CHICAGO, ILL. 
ADVERTISING 


M. G. RANKIN CO. 
Grain and Feed 
Feeder’s Ground Screenings 
15% Protein—8% Fat 
MILWAUKEE 


North American Seed Co. 
Wholesale 


Field and Grass Seeds 
Reed and Florida Sts. 
Milwaukee, Wisconsin 


DUHNE & CO. 


SCREENINGS 
FEED GRAIN 


Salvage Grains 
Chamber of Commerce 
MILWAUKEE, WIS. 


WE WANT BAGS 


If you have any good second 
hand burlap bags, ship them 
to us at once. We pay 5c 
each. 

Dadmun-LaBudde Co. 


North Milwaukee, Wis. 


“A Square Meal and a Square Deal” 


Chamber of Commerce 
RESTAURANT 


353 Broadway Milwaukee 


NEWTRIO 
DAIRY RATIONS 


Manufactured by 
NEWTON FEED COMPANY 


Milwaukee, Wisconsin 
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Mailing Lists 
(Ss-Gouta St Louis | 


Railroad Claims Collected 
No Money—No Pay 

We Help Others—Why Not You 

Freight Survey Bureau 


1306 Kinnickinnic Ave. 
MILWAUKEE 


Genuine German 
Cooking and Baking 


by Lina Meier, size 5144x8, bound in 
full cloth, is published in English- 
German (832- pp.) $4.50; in English 
(416-pp.) $3.00; in German (416-pp.) 
$3.00. Ask your book-seller; if he 
cannot supply it, call at the pub- 
lishers: Wetzel Bros. Printing Co., 
328 Broadway, Milwaukee, Wis. 


100 Lbs. Net 


LINSEED MEAL 


PURE OLD PROCESS 


GUARANTEED ANALYSIS 


PROTEIN MINIMUM 34% 
FAT MINIMUM 6% 
FIBRE MAXIMUM 9% 


PITTSBURGH PLATE GLASS CO. 


RED WING, MINN. 


Personal Attention— Ship to 
ROY I. CAMPBELL 


COMMISION MERCHANT 


GRAIN AND SEEDS 


MILWAUKEE, WISCONSIN 
Authorized Successor.to, RUNKEL & DADMUN 


Get Our Samples and Prices 


Barley, Wheat, Oats. Rex Oats Suit- 

able for Seed. Mill Screenings, Oats, 

Mill Feed, Linseed Oil Meal, Ground 

Barley, Ground Oats, Corn and Oat 
Feed. 


We specialize in service to the feed trade. 


STUHR-SEIDL CO. 


Chamber of Commerce Minneapolis 


SCREENING FACTS 


SPENCE Flax Screenings are True Flax Screenings which 
. in a great way accounts for the fact that they are . 

slightly higher in price—but also far superior in 

results. Ask the Feeder—he gets real results 

from sweet screenings and knows the difference. 


ROYAL Screenings are lower in price—and the quality is 
equal to the many so-called flax screenings on 
the market. Practically the same analysis as the 
sweet SPENCE Screenings—but made and priced 
to meet competition. In buying ground screen- 
ings you get exactly what you pay for. 
let anyone tell you differently. 


Never 


LaBUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 
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“JAY BEE” 


J. B. SEDBERRY 


Standard Direct Connected 


Crusher - Grinder - Pulverizer 


THE FEED BAG Alone In Grinding Capacity 
“The Dealers’ Paper” And Low Cost of Operation! 


“Jay Bee” Direct Connected requires the least space. Its 
Vol. 1. No. 5 ty: 3450 R. P. M. motor has proved its practicability. Direct 
operation of motor eliminates belt cost. Motor and mill 
mounted on same substantial iron base 
DAVID KNOX STEENBERG assuring you perfect alignment and ab- 
Managing Editor sence of vibration. 
“Jay Bee” units are 
complete, compact 
and automatic in 


Published monthly at Milwaukee for every 


every respect. Feed- 
feed, flour, grain, salt, coal and allied products ing, grinding, reliev- 
dealer in Wisconsin, Northern Illinois, Upper ing ill of finished 
Michigan and immediate adjoining sections of product is completed oS | aioe 
Minnesota, Iowa and Indiana. in on e continuous 
Changes in advertising copy may be sub- operation. Elimi- 
mitted up to the 15th of the month preceding nates the use of setinds more ma. 
date of issue. Last closing date, the 20th. auxiliary conveying oe aioe 
For advertising rates, etc., address The Feed equipment. Secker and oll 1 ess. 
Bag, 86 Michigan street, Milwaukee. stallation. : Ready to 4o to 
Write for 
Copyright, 1925, The Editorial Service Co., Inc. tive litera- 


ture. 


Beware of Imitations. 
All infringements will 
be vigorously pros- 
ecuted. 


J. B. SEDBERRY, Inc. UCKORY STREET 


MORE 
DEALERS! 


Deutsch & Sickert Co. 


400-402 Chamber of Commerce 


We — MILWAUKEE, WISCONSIN 
Platten’s Jobbers and Distributors of 
—. — High Grade Feed of All Kinds 
Superior in every way. CROWN 
Highest in quality. High Grade 


GROUND SCREENINGS 


ne 1414% Protein, 8% Fat, 14% Fiber 
NONE BETTER 
Protected territory—Get the 


agency in your community. Buy Band Ue 


Corn, Oats Your Grain 
or Barley and 
Here Hay 


Reasonably priced. 


Write now—Right now—for our 
dealer proposition. 


PLATTEN PRODUCE (0. 


GREEN BAY, WIS. 


Consignments—“To Arrive” Offers 
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PRESTIGE AND PROFIT 


is what "TRUE VALUE" feeds mean to the dealer——PRESTIG2 because of the 
high quality of "TRUE VALUE" feeds and because no better feeds are made 
than "TRUE VALUE" feeds; PROFIT because of the constant repeat orders and 
because of the satisfied customers, whose good-will the "TRUE VALUE" 
dealer is able to retain. 


Record Maker Scratch Feed... . [RUE E 
National Scratch Feed...... 
Special Scratch Feed... ee 
TRUE VALUE DEVELOPER FEED. . . . _ Can Buy 
TRUE VALUE BABY CHICK FEED .. . Mixed Cars 
Record Maker Baby Chick Feed. . . With Such A 
TRUE VALUE PIGEON FEED... . . Complete 

Assortment 
TRUE VALUE BUTTERMILK EGG MASH . Of 
RECORD MAKER BUTTERMILK EGG MASH Various 
TRUE VALUE GROWING MASH. . . ‘ Siade of 
TRUE VALUE CHICK STARTER MASH . . ne 

TRUE VALUE DAIRY FEED-24% Protein And 

Record Maker Sweet Dairy Feed- Grain That 
24% Protein . . 
Honor Dairy Feed (with Beet Pulp)— a 
20% Protein . . A Quick 
EKO (Money—making) Dairy Feed- And 
164% Protein . . Steady 
LACTO 163% Sweet Dairy Feed . Turn-over - 


TRUE VALUE HORSE FEED-90% grain . 
Record Maker Horse Feed-75% grain Of Money 


Invested 
TRUE VALUE STOCK FEED. Hee A Feesh 
Special Stock Feed. ....... Ppiy 
Pittsburgh Stock Feed ...... Feeds On 
Circle "L" Stock Feed ..,.. . Hand. 
Sifted Cracked Corn Ground Corn Cracked Corn and Crimped*0ats 
Corn Feed Meal Ground Whole Oats Pure Corn and Oat Chop 
. Also the following in MIXED CARS with the above: 
Corn Standard Bran 43% C.S. Meal Oyster Shells 
Oats Standard Midis White Hominy Poultry Grit 
Wheat Flour Midds 34% Oil Meal Poultry Charcoal 
Barley Wheat Red Dog Meat Scraps Alfalfa Meal 


WE ARE ALWAYS GLAD TO SEND SAMPLES AND QUOTE PRICES 
"LET'S GET ACQUAINTED" 


j 


WHEN STOCKING UP FOR THE 


‘*THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS”’ 


CLOVER LEAF 


PURE 
WHEAT 
BRAN 


| KING MIDAS 
MILL COMPANY 
MINNEAPOLIS, MINN: 


DARD| | 


WHEAT 
MIDDLINGS 


| King MIDAS 


BALL 


WHEAT 
FLOUR 
MIDDLINGS 


KING MIDAS 


MINNEAPOLIS, MINN. 4 


KING MIDAS MILL Co. 


MINNEAPOLIS, MINN. 


2 


